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Visibility, Authority, and Growth: A Guide to
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Better Marketing for IT Service

Part 1: Optimizing Website Copy and Solution Briefs

Introduction

Therz is & great deal of marketing and copywiiting information availble on the Intermet, but
litle of it is written specifically with the needs of IT service firms in mind. This suide is an
attempt to remedy that problem. We've combined aur ten years of protessianal copywriting
experience for top IT companics with cstablished best practices and advice from axperts and
luminaries i the field. Best luck with your marketing!

Clarify Your Place in the Market

Meel vilh yaur 12am and laka skeck of whal broughl yan Igethar in the firsl place. This is a
sruial slep in ensuring Ihal your markefing campaign or onlenl will vield resulls. Ask
yourselsas. whal does my ideal cuslamar ok like? Whal servize am | rying lo Alfer lham?
Whal do | knaw absul heir huying journsy? Whal ebslacles are prevenling me from making
more sales? Thes quesiians ar2 daubly imparlant for campanies 1hal a2 nal yel slarled Lo
1ake Iheir markeling serisusly yel

Sounds basi=? You'd be amaed hews many 1T service lirms (il 1o develop this solid inilial
visian of wha They're Irying 1o reach wilh a markating campaign. Whal usually follovs is an
unfacusad markaling efforl hal dossn'l posilicn 1he i as 2 salulion Lo specilic sel A

Did you know?

51% of the most sucessful
content marketers have a
documented strategy, while
ohly 2% of the least succssful
have one. (CMI}

B2B brands that connect
wiith their buyers on an
emotional level earn twice
the impact over marketers
v/ho are still trying to sell
business or functional value.
{Linkedin Pulse)

Headlines with 6-13 words
attract the highest and most
consistent amount of traffic

prablems belanging o a specilic largal cuslomer. Tha mixed resulls 1hal oflen fallow can cause (Hubspot)
Truslralion and angsl

Hava an answar o (hese quesiians? Greal. lel's use Ihal informalion 1 siarl aplimiing 1he
mosl fundamental slamens in yaur markeling arlillery, your websile and solulion briefs

A Website that Defines That Position

The cld adage aboul drassing for Ihe fot you wanl and nal 1he job yai have applies jusl as much 14 building 2 greal ~ompany websile 23 il 35es 15
chaosing the righl bell r shaes.

Whal | mean Lo say s your websile should nal jusl be refleclian of where your campany is al Lhe momen, bul 4 signpost 1hal indizales whal you
wianl o be and whe you wanl Lo be serving. Il should largel all Al your desired clients and deliver Ihem he righl Iype AT information. This is especially
Inie for eompanies in tha IT induslry, where Ihe assumplian of high lechrical fluansy is assumad. In your cusiomers' mind, how could an IT
company not hava a greal websile? 11's erucial Thal your websil puls yaur bes! Tl Tangard

Sowhal make 2 wehsil 2cellent? 1 should hava a distinel and profassional visual prasence, it should load fast, and il should fellow 2 number of
eslablished UX bes! praclices for sbie<l placement and infarmalian heirarchy. Hara is 2 briel averdaw Al 1he masl imparlant paints

~ Keep your website simple and consistent
~ Maintain & clear visual heirarchy
~ Emplay color and contrast to direet the cye

~ Ensure your site is respansive and renders wall on mobile
~ Place a clear call-to-action (CTA) above the fold
~ Include social proof Cwith names and photos)

But 2 2009 looking website is uscless it it docsn't tell your brand's stary in the mast appealing way possible. This is why good copywiiting is key.
Copywiiting is an art that is constantly evalving to keep pace with new techriologies and new media, but thers are also many time-honored
techniques that you can smploy to reliably keep your reader engaged and interested. Let's explore sommie of the key clements, and how they apply to
IT servies firms.

Captivate with Better Headlines

Htractive headlines arc a vital clement in any type of marketing material, and website headlines arz no cxeaption. Dan't fall into clich of laziness
when srafting the headlines and sub-headiines on cach of your key pages. 4 creative, eye-catehing headline has the power to stick in a prospects
mind and makes your value praposition memarable long after hie or she has left your site.

Creating good headlines can be a challenge in the realm of IT serviees where the concepts and solutions involved can be quite complex. OF course
you wart to come across seriols, but a number of recent studies have shown that B2B buyers also have a high degree of emotional connection to
their vendors and service providers—higher n fact than B2G consumers (). This maans that you don't want to come off too cold cither of vou risk
not making a solid coninection

1. ~dps:ihne thin Tt pre ot a7t or b2 it
2. dps:ihrero iz g s s
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Not surprisingly, this rescarch confinms that the emotions involved in B2B purchases arz different than those involved in B2 ones,
with traits like like “credibility,” “partnership,” and “stability” being most important. This should inform hows we create headlines. Ve
have the rest of our collateral to convinee people we're the best logical aption, but that's not what headlines o,

What do they do? According to expert copywiiter Bab Bly, goad headlines should achicve four goals: get attention. select an audience,
deliver a complete massage, and draw the reader infa the body capy, Makes sense right? Anather great referencs point for shapinig vour
headling is to start is with the techniques of Michacl Masterson, who has sutiined the following four requirernerds of 2 good headline.

» Uniqueness: Evan T il in some small way, Iry ko find some way in which yaur product or serdce is dilferent than Lhe compslition

» Usefulness: Your conlenl should be nselul, and Lhe headline shauld raflect hal Lo g yaur visilors inlerestad in your company

» Ultra-specificity: Be as precise as passible aboul 1h2 vays in which yau're being 1seful. Ganaraliliss are a dime 2 dazen. Can you
anlicipale your cuslomer's pain poinls? 1Ty ean. markel lo (hem.

» Urgeney: €an you give your prospestive Hlient a reasan 16 smbrase your s2nvicas ar solulions naws? I helps if yan can

There are some interesting difierences hetween th twa systems, o try to combine them in interesting ways to stoke your creative fire and
achicve a great result, Regardloss of whose guidelines you choose to follow, what's most impartant is that all headlines should be witten with
your elient's needs in mind. Resist the urge to talk about what vou can do. but emphasize instead how you ¢an solvz their problems. Well

discuss this idea in greater depth below.

Educate with Body Copy

In gerieral, yau want to keep your body copy coricise and
squarcly on message. Most of your prospects will be
scanning your website the first time they visit, and its
importart that every visitor can quickly get the content
they want without having to wiade through dreary copy.

The main rule is te keep them reading, Remember the old

Effective Headlines For IT Services
Headline writing is an art, here are some of our favorite.

Ask a question - "Why Struggle with IT Procurement?”
Give news - "New VOIP System Can Save you Money”
Tell a story - “It All Started with a One Computer”

copywiting adage: “What's the primary job of the first State a benefit - “Database Management, Made Easier.”
senteniez? To get the feader fo read the next senfence,” '

That applics to almast cvery part of vour websitz. Don't Show ROI - “Safeguard Data and Immediately Cut Costs”
bother your reader with too many technical details until Issue a challenge - “Is Your Business Ready for Disaster?”
they've spesifically requested them.

Address a concern - “Hackers Won't Stand a Chance.”
Bulow is some verbiage that Pve wrestled with in the past. Achieve a goal - “Find the Efficiency You Always Wanted.”
Da any of those prablem phrases scem familiar? If s, your
body sopy may be driving potential clicnts away, of worse
yet Iefting them go to your compctitors.

Problematic Copy | Explanation

ALXYZ, w2 understand the issues that small busine This body copy has it a bit backwards. Don't say what you do
attempting to purchase, monitor 2nd maintain their IT Tirst, sell your benefits first or else you waste the apportunity to
infrastructure. We provide a range of cost-effective tech touch your client emotionally. Also, this could be restated to
support, computer maintenanice and managed IT services for make it much briefer and more “punchy”

srriall and mid-size companies that will help you save time,

protect and manage data more effectively, and increase staff

productivity. Click here ta learn more why you should hire XYZ.

Ve monitor everything from anti-virus, to event logs, to patch Avoid technical jargon on your main page. Your customers are
and security update availability. We even test and whitelist probably not familiar vith these terms, and you risk losing themn
updates before applying them to your systems with too many details.

Our core competencies include: Each of these should be set off into @ small paragraph or list, with a
End to End Infrastructure Managed Senvices, description of each one that fosuses on their usefulness to the client.
Exchange Server Support, Cisco Pragramming, Better still, is there a more attractive, client-centered way to express
Viindows Server Consulting. Cloud Migration, those concepts? | suspect there is.

Vittual Server and .NET Consultants |

XYZ s the Plainsville area's only Tier 3 datacenter, offering | What's a tier 3 data center? You might know, but there's  good
enterprise-level technology combined with the custornized chance their customer doesn't. What exactly is enterprise-level
setvice you would find at a boutique. We specialize in technology? A boutique what? There are a number of ways that this
working with companies that handle sensitive data, have could be more clear and powerful.

strict governmental compliance requirements, arid need

flexible service plans.
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Sharp Solution Briefs

If by following these rules you carme to discover
that much of the technical information you want
to share with potential clients is getting pushed off
you webpages in tavor of top-of-the-unnel,
customer-fozused content. then you're right

Wiell-written solution briets will help provide
patential <licnts with a morc in-depth view of your
praducts and services. Mareover, they fit nicely
into a small PDF fike that is casy to share, makes
great leave-behind collateral, and will help reduce
clutter your website

Solution brizfs present an argument as to why a
service ar solution is the ideal way o tacklc a
given business problem. Unlike the very
comprehensive white paper, which is ar in-depth
analysis of a specitic problzm, your solution bicfs
should ermbrace their role as marketing-oriented
docurmerts and be as persuasive as they can
reasonably b

There lies the complexity inherent in crafting a
really groat salution brict: You are going to talk in
2 mar: technical, detailed way about your service
affering. whilz trying fo maintain the attractive
terior of good marketing collateral.

When creating a great salution brict, all the rules
of great copywriting apply. Aim for a lively,
persorial tonic that is authoritative and
educational. Here are som: tips and ideas you
can use in order to sreate solution bricfs that
inspire respect and interest

Building Out Your
Content Ecosystem

oue jusl taken your first slep Loward
develaping 3 conlent ecosyslem, which onve
finély tned will help you generale and Aurlire
leads  and close sales  vilh much grealer
freuency and reliakilily.

Not all IT service providars have lhe vl or
resairees 14 g “all in” wilh eanlant markeling.
WMany work in local or hyper-losal markels, o
wilh & very specilic ranga of clienls. Far some of
(hos= companies a well-fun<tioning waksile,
mayhe a carporale brechur2, and a levr press
releases mighl be enough L keep them gaing,

Il thal's yau, thal's greal. ou san markel
yoursall wilh rrinimal conlent and rely an word
af manth and refer=naes (o1 Ihe resl Al your
growth. Bul in Ihis guid2 I'm going I lry 1o
illustrale as much of Ihe: bigger picture as
possible, and that means exploring what an “all
pistons firing" approach to effective marketing
communicatians looks like, one that includes
long-form =ontent, emall, social media, video,
direct mail and more.

marketing
communications

Join us in part two, “Oplimizing Long-form
Content for Authority and Appeal," to learn
how to create content that eams you a
larger, and more targeted audience.

Key Points

~ Include 3 strong headling and sub-headline to drive reader's interast down
into the body copy.

~ Summarize your key selling paints or benafits on the first page so readers can
find the most important information without reading into the body copy.

~ Structure the body zopy b explain the solution benefits in ardar of their value
to your customer. and layer the benefits in order to provide depth. Place cach
benefit under its own headline, Keep paragraphs short and casily digestible

~ Addrass objections. Each customer persona cames with its v list of
hangups, preferenzes, and potential sticking points that can prevent them fram
moving down your pipline. Address those conezns on your website and in
turther depth in your solution bricfs,

- Create an interesting layout with the flow of text. Utilize callouts, columns, or
bald and italicized tedt in order b break up tedious passages and improve
readability. Some studies have shown that reading on a computer sercen may
impede the comprehension of lang texts.

~ Reformat dense technical information and statistics as graphs. charts, or
diagrams. This provide a visual rest for the eye. makes the brict more dynarmic,
and help keep your bedy opy flawing alang smoothy

~ Includz customer testimonials or ather forms of social proof into the solution
brict to increase eredibility and readability, Include names and pictures it
possibl:

~ Keep solution bricfs acessible to all visitors to maximize their effzctivencss
25 a top-of-funncl markating collateral.

~ Includz relevant eontact information praminently 2t the top and hottorn.

Did you know?

68% of B2B marketers rank “generating high-quality leads” as
their top priotity for this year. But nearly 60% also rank this as
their biggest challenge, and just 16% of marketers rate their
lead generation efforts as “extremely” effective. (Webbiquity)

47% of buyers viewed 3-5 pieces of content before engaging
with a sales rep. {Hubspot)

Today's business buyers do not contact suppliers directly
until 57 percent of the purchase process is complete

Write better white papers to generate
mate leads and greater autharity
Creat case studies that differentizte
your from frorm the competition
Disaggregate long-form content pieces

for distribution across marketing channels
Expand your brand story to build a deeper

customer connection
Much more!




